



[pEALee SECTIO 
OF 


Electricity 
on the Farm 


With which is consolidated The RURAL ELECTRIC DEALER. Established 
1920. The only publication devoted exclusively to the electrification of 
towns and farms and reaching the power companies and electric dealers 
serving this rapidly developing rural market. 


ELECTRICITY ON THE FARM (exeept the ‘‘Dealer Section,’’ which is printed on tinted 
paper) has already been placed in the hands of upward of 100,000 farmers along the rural lines 
operated by more than 160 = companies, Hence the articles you find in this copy 
will be read, or have already been read, by many of the farmers in your territory who have 
central station service. You are therefore in a position to approach these farmers on 
sebiects bmn which they are familiar. Your way is paved for increased sales of electrified 
arm equjpment. 
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Activity Rapidly Increasing 


INCE the first of the year activity in the field 

of rural electrification has been increasing at 
an astounding pace. In one state in particular, 
Pennsylvania, the number of electrified farms has 
grown nearly fifty per cent in six months. Power 
companies are devoting attention to the rural field 
in increasing numbers. Those already engaged in 
this work are widening their activities. 

Early this year several “schools” for rural service 
men were instituted, notable among which were the 
University of Wisconsin Short Course and the Ore- 
gon C. R. E. A. school for rural service men. 
These schools are designed to equip the students 
for field work—to provide power companies with 
men trained in the application of electricity to 
farming. 

And of especial significance was the announce- 
ment last month of the proposed five year National 
Rural Electrification Experimental Project which 
will be conducted under the auspices of the national 
Committee on the Relation of Electricity to Agri- 
culture. 

All in all, farm electrification is advancing at 
an increasing rate of speed—far faster than the 
most optimistic would have dared predict a year 
ago. 
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This Exclusive 
| Principle 
Assures Big 
Sunbeam Sales 





Farmers are quick to see the extra economy, simplicity and dependability 

of the Sunbeam Farm-Lite due to its exclusive revolutionary principle. } 
Once they know the advantages of the Sunbeam, they are easy to sell. 
Satisfied users tell others—and soon you have developed a successful, 
profitable business. | 
We want live representatives. 
able franchise offer. 


Potter 


Starts, Oils, Regulates and Stops Itself 
SUNBEAM ELECTRIC MANUFACTURING CO. 


Evansville, Indiana 
Mfrs. of Railroad Lighting Equipment Since 1883 


Write us today for our unusually profit- 

















Blue Ribbon | Clipping and Grooming 

| Machines 

with 

direct-connected 
motor 


Here is a ma- 
chine that’s 
worthevery 
| cent the farmer 
pays for it and 
which nets the 
dealer a fair 
profit. 
The convenience of 


the Gillette Portable 
Electric Clipping 








A Portable Milker Requir- 








ing No Installation 
The only milker on the Ameri- 
can market that is a complete 
unit in itself. It operates from 

high line or farm light plant. 
You need this milker as an 
addition to your present line. 
Write us at once as we have a very 
attractive dealers’ proposition for you. 


Electric Products Corporation 
3737 Belmont Avenue, 
Chicago, IIl. 


and Grooming Ma- 
chines appeals to every progres- 
sive stockman, farmer and stable 
owner. Attached to ordinary 
Jamp socket either 32 or 110V.., 
it is instantly ready for work. 
Hanging or Pedestal types. 


DEALERS 





Gillette Clipping Machine Co., Inc. 
129 W. 31st St., Dept. 11 New York City 





—— 
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Send for attractive price list. 
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The improved Globe Battery offers 
more selling helps—(1) quality, (2) 
price, (3) features. Increased produc- 
tion has cut our cost. Retail price is 
reduced. Dealer’s price is still further 
reduced. Dealer’s profit is larger. 


You can make more money with the 
improved Globe Battery. It has more 
reasons to make the public want it. 


Ask your jobber for the full line-up 
of facts and proofs, or write us 
today. 


GLOBE ELECTRIC COMPANY 


14-28 Keefe Avenue Milwaukee, Wisconsin 


“The Better Batter 


Price Down-- 
Profit Up! 









21," 


2%” water space 
above plates for 
extra volume of 
electrolyte where 
it has greatest 
circulating value. 
Means longer work 
between refillings. 














234" 


2%” sediment 

space below plates, 

taking ample care 

of deposit, pre- 

venting early short 

circuit, lengthen- 
ing life. 





















Here’s another 
selling feature! 
improved connec- 
tors! Big connec- 
tors reduce resist- 
ance and prevent 
heating and loss 
of current. 


y” 





GLOBE 
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Western Cable Farm-Lighting Battery 


NEW TYPE 


JSITIVE 


EXTRA 
HEAVY 


RE- 
INFORCED 
COVER 


WATER 
LINE 


nEAVY 
OUTY 
PLATES 




















AMPLE 
SEDIMENT 
SPACE 

















Manutactured by 


Western Cable and Light Co.. Baldwin, Wis. 











“ High-Line” 
and 
Independent 
Plant 


How Pitfalls Can be 
Avoided by the 
Plant Dealer. 





S stated in the last issue of this 

magazine, there is an excellent 
opportunity for power companies 
and plant manufacturers to co- 
operate in the rural electrification 
field. The extension of “high 
lines” through farming communi- 
ties is developing an interest in 
the subject of electricity on farms 
and is promoting sales for light- 
ing plants in those sections where 
it is likely that “high lines” will 
never be able to be extended on 
a sound business basis. A great 
number of dealers have found that 
they can work through a section 
adjacent to high lines and sell 
plants on the strength of a state- 
ment from the power company 
that the farmers out of range of 
the high line cannot hope for such 





service. 

Where to Sell 
There are, however, a_ large 
number of manufacturers and 


their representatives who feel that 
the immediate vicinity of power 
lines is the best to work for the 
sale of farm plants, mainly 
because of the fact that the power 
company is educating the farmer 
to electricity. These manufactur- 
ers and dealers are naturally hit- 
ting these prospects the hardest. 


Because of the fact that power 
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companies cannot use what is 
termed “high pressure” sales 
methods while the individual plant 
salesman can, quite a number of 
sales are being made along power 
lines to farms which are in easy 
reach of central station service. 

Incidentally this type of plant 
salesman almost invariably in- 
forms the farmer that energy 
from the private plant is cheap, 
giving only the cost of gasoline 
or kerosene for operation of the 
engine, showing that the farmer 
can get off for $2.00 or $3.00 per 
month. Such data is unsound and 
misleading. 

Of course, ultimately, all of this 
is going to react badly on the 
power plant salesman and the idea 
of independent plants, and it will 
spread rapidly to the more distant 
territories in such a manner as to 
reduce the number of future sales 
possible. 


It’s Good Business 


It is far better business for the 
dealer who is selling independent 
plants to refrain from working 
those farmers within approxi- 
mately one-half mile of electric 
lines. If the dealer will do this, 
most power companies are only too 
glad to assist in showing him 
territories which cannot be 
developed for “high line” service. 
Not only this, but most power 
companies can afford to give plant 
dealers letters explaining why such 
territories cannot be developed 
immediately, which the dealers in 
turn can use as sales arguments. 

One of the big western power 
companies carried as an advertis- 
ing campaign in the farm papers, 
the message of which was that it 
was impossible for the power com- 
pany to electrify certain areas and 
also that for those sections the 
power company recommended the 
independent plant as the alterna- 
tive. 

From the power companies 
standpoint the question has arisen 
as to what to do with the inde- 
pendent plants which are being 
supplanted by high line service, 















for it is apparent now that these 
plants will be sufficiently numer- 
ous in the future to glut the mar- 
ket. Already the prices offered 
for such plants are extremely low. 
Naturally then, it is possible that 
in the near future farmers will 
find that they can buy large num- 
bers of second hand plants.at low 
prices, all of which will react on 
the sales of new plants, particu- 
larly as the dealer is not at all in- 
terested in handling the old plants. 
In fact, some dealers are now in- 
creasing the prices in~ their 
proposal for wiring and for new 
plants in such a manner as to 
cover the allowance on the old 
one. 


Avoiding Trouble 


A great deal of future grief can 
be avoided, and a lot of confidence 
among prospective customers can 
be built up by plant dealers co- 
operating with the power com- 
panies and thereby selling only to 
territories which are not immedi- 
ate prospects for high line service. 

As every plant dealer knows, 
more sales of plants are headed 


MODEL FAR 


puBLic sem Ice COMPAR 
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Model Farm of the Public Service Company of Northern Illinois 





June 1828 





off by “rumors” of high line ex- 
tensions than actual extensions, 
And right here is where these 
rumors can be made profitable, — 
by getting specific information 
from the power companies as to 
which territories can expect cen- 
tral station service in the near 
future and which will have to 
wait for years, or perhaps inde- 
finitely for such service. It’s bad 
business to sell plants directly in 
the zone of high tension service 
for soon the farmer will find he 
can get central station service and 
he will have a plant on his hands 
about which condition he will be 
none too happy. 


Model Test Farm for 
Illinois 


MODEL farm on which prac- 

tically everything will be done 
electrically is being established by 
the Public Service Company of 
Northern Illinois on an §8o-acre 
tract about two miles directly west 
of Mundelein in the central portion 
of Lake County, Illinois. 


“The company has felt for some 
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time,” said Vice-President John G. 
Learned in announcing the project, 
“that application of electricity to 
farm practices has passed the ex- 
perimental stage. The things we 
propose to do with electricity on 
this model farm can also be done 
in the same manner on any other 
farm in this region. The farm 
will be operated by a practical 
farmer, whose knowledge of elec- 
tricity is comparable with that of 
the average layman. In other 
words, the methods and practices to 
be used on the model farm will not 
be such as to require special 
mechanical or electrical ability.” 

Farm buildings will include a 
residence, barn, garage, hog house, 
chicken house, implement shed, 
farm office, brooder house, model 
dairy house, farm workshop, well- 
house, and silo. 

When completed the farm will 
serve both as a model electrical 
farm open for inspection and study, 
and as a practical farm to be oper- 
ated on an efficient business basis. 
Cows of good grade will be pur- 
chased for the farm, and horses will 
be kept for the comparatively few 
field activities not done mechani- 
cally. 

30th the house and the barn will 
be wired according to Red Seal 
specifications which provide for a 
definite number of convenience 
outlets for the attachment of 
various appliances. It is believed 
that this will be the first barn ever 
wired under the Red Seal plan 

Lee A. Huson formerly of Volo 
and until recently connected with 
the Lake County Land Association 
will operate the farm and take up 
residence there with his wife 
and two daughters. Mr. Huson 
is a practical farmer of broad 
experience. 

“Construction of the buildings 
will proceed as rapidly as possible,” 
said Mr. Learned, “in order that 

ictual operation- may be started at 
the earliest possible date.” 


A New Water Heater 
The Gas & Electric Heater Com- 
pany of La Porte, Ind., announce 
new water heater, known as the 
G. and E. Invincible Electric Insu- 
lated) Automatic Storage Water 
Heater. 
It is constructed of high grade 
aterials throughout, built for 
years of hard service, meeting all 
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requirements of and _ listed as 
standard by the Underwriter’s 
Laboratories. 

It is very attractively arranged 
and presents an inviting appear- 
ance. The size of the electric unit 
adopted as standard is 3 kilowatts, 
220 volts, 13.6 amperes. 

The current consumption is dis- 
tributed over a large area which 
gives 2 consumption of approxi- 
mately 9 watts per square inch— 
said to be the smallest of any heater 
made, and the advantages of which 
are less intensity, long life to wir- 
ing, and less liming. 

The unit is divided into two sec- 
tions of 1,500 watts each to 
provide for small water drains not 
cutting in the full load when un- 
necessary. Another advantage is 
that should there be a burn-out only 
one-half of the unit is inoperative 
and hot water can be obtained until 
service can be secured. The burn- 
out discloses itself by slow action of 
the heater. 

The automatic feature of the 
heater is controlled by a _ snap- 
action thermostat which has a 
double contractor arrangement 
whereby half the unit is energized 
when the temperature of the water 
is reduced to a _ certain prede- 
termined degree and the second 
section is energized when the water 
temperature is still farther reduced. 
This is a factory adjustment and_is 
based on a draw of five gallons of 
water for the first half of the unit 
and a draw of four gallons more. 

The Gas & Electric Heater Co. 
also manufacture two non-auto- 
matic electric water heaters. All 
of their heaters have been ap- 
proved by Underwriter’s Labora- 
tories. 


New Saw Table and Sander 


The Black & Decker Mfg. Com- 
pany of Towson, Maryland, an- 
nounce two new labor saving appli- 
ances: their electric saw table and 
their sander. 

The saw table is so arranged 
that it can be quickly mounted on 
the Black & Decker grinder. Work 
can be sawed accurately at any 
angle up to 45 degrees. Table can 
be raised or lowered to fit all 
requirements. While wood can be 
sawed up to 1% inch thickness, the 
machine will also saw aluminum, 
brass, copper, bakelite, and fibre 
with rapidity. 
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My Best Sales Aid — 





Service! 


It brings in Repeat orders and new 
Customers; Complete Line of Equip- 
ment Helps. 


By J. K. Rocers 


CONSIDER expert serv ice 
for customers is the most 
effective sales aid for re- 
cruiting business in small towns 
and tarming sections,’ explained 
C. H. Belknap, manager of the 
Kansas Power & Light Company’s 
sales room at Marysville, Kansas. 
“The small town dealer has special 
problems to meet and overcome,” 
continued Mr. Belknap. “Lack of 


66 


information regarding the practical 
and economical service offered by 
modern electrical 
caused numerous 
to continue 
equipment. 


appliances has 
rural prospects 
the use of obsolete 


“Building a profitable business 
in rural territory requires patience 
and persistent ‘effort. Any pub- 
licity literature which educates 
prospects regarding their need of 


electrical service is valuable for 
overcoming sales resistance. A 
comprehensive understanding of 


the problems which confront farm 
and small town prospects is a 
major factor in winning the con- 
fidence and goodwill of prospects. 
We are making our central station 
service of practical value to rural 
patrons by doing all kinds of elec- 
tric wiring, together with the in- 
stallation of lighting fixtures and 





Ranges, Refrigerators, Radios and Washers Are Displayed in the 


Marysville, Kans., 


Office of the. Kansas Power and Light Company 


June 1/28 














j June 


appli 
ever) 
recor 
neigl 
licity 
volur 
“ I r 
when 
tome! 
every 
New 
favor 
ment. 
ing a 
in ow 
back 
fully 


“M: 
compe 
create 
the m 
an ex 
this t 
their 
plianc 
pains 
desiral 
electri 
electri 
ers, et 
tion o: 
electric 
makes 








Practic 
nature 
the de: 
in rur 
who h 
ofan 
courag 
in her 
must 
The s: 
electric 
other « 


It is 
provide 
where : 
modern 
Practica 
ing to 
much ¢ 
in appli: 
played 
gives sj 








D- 

















DEALER SECTION 





June 1928 





appliances. We aim to service 
every patron so he will willingly 
recommend our firm to _ his 
neighbors. Word of mouth pub- 
licity is a big aid in swelling sales 
volume in rural territory. 

“In my newspaper publicity, and 
when talking with prospective cus- 
tomers, I emphasize the fact that 
everything I sell must make good. 
New customers, in particular, are 
favorably impressed by this argu- 
ment. They find they aren’t tak- 
ing any chances when they invest 
in our equipment, because we stand 
back of it, and see that they are 
fully satisfied. 


Competent Service 


“My chief idea in stressing our 
competent service facilities is to 
create confidence and good will in 
the minds of rural prospects. As 
an example, many housewives in 
this territory haven’t modernized 
their kitchens with electrical ap- 
pliances, and I am taking special 
pains to call their attention to the 
desirable qualities of my line of 
electric ranges, washing machines, 
electric irons, refrigerators, sweep- 
ers, etc. I also focus their atten- 
tion on the advisability of buying 
electric equipment from a firm that 
makes a hobby of expert service. 
Practical sales arguments of this 
nature are effective for boosting 
the demand for kitchen appliances 
in rural territory. A housewife 
who hasn’t tested the advantages 
of a modern electric range is en- 
couraged to have a range installed 
in her kitchen, when she knows it 
must satisfy her in every way. 
The same rule holds good with 
electric washers, refrigerators, and 
other equipment.” 


Show Room Pays 


It is a paying proposition to 
provide an attractive show room, 
where rural prospects may inspect 
modern appliances, and witness 
practical demonstrations, accord- 
ing to Mr. Belknap. He finds it 
much easier to interest prospects 
in appliances which are neatly dis- 
played for their inspection. He 
gives special attention to display- 
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ing refrigerators, ranges, sweepers, 
electric washers and radio, as well 
as an assortment of small appli- 
ances. He aims to make his small 
town show room as neat and up to 
date as the more elaborate display 
rooms in large towns. 

“Newspaper advertising is help- 
ful for stimulating interest in 
modern appliances,” he remarked. 

“T advertise every week in local 
newspapers, which have wide dis- 
tribution throughout my territory. 
There is no daily paper in Marys- 
ville, so I prepare fresh copy for 
weekly issues of the local papers. 
I advertise refrigerators, washing 
machines, electric ranges, etc., 
separately, as I find this method 
is most effective for focusing pub- 
lic notice upon the special merits 
of each appliance. 

“We give customers fourteen 
months time to pay for appliances 
—this fact is stressed in our pub- 
licity. Our plan is to make it 
easy for the rural prospect to test 
the merits of modern appliances.” 


Manual on Water Heating 


The Haynes & Cox Electric Cor- 
poration of Albany, N. Y., have just 
published a new “Salesmen Manual 
on Electric Water Heating’ which 
is for free distribution among 
dealers. It contains about 25 pages 
of questions and answers relating to 
electric water heating, together with 
suitable data which should prove 
useful to the electrical dealer who 
is interested in handling this type 
of electrical product. 


New Triple Socket 


The new triple Bakelite socket 
has recently been put on _ the 
market by the Beaver Machine & 
ae Company, Inc., of Newark, 

J. This newest addition to the 
ao socket family comprises 
three Edison base outlets, but this 
new Beaver item differs from other 
triple sockets in that the two side 
outlets are ‘brought up _ close 


together, this resulting in the whole 
device being smaller and neater. 
The outer casing is of bakelite and 
is designed in an attractive manner. 
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Bob’s Page 


Devoted to Merchandising of Electrical 
Equipment in Rural Communities 
Conducted by Robt. J. Fulton 








Window Displays Are Your Best Advertisement 


AST month we referred to 

the monthly merchandising 

schedule for the rest of the 
year that power companies are go- 
ing to carry out, and suggested 
you plan your small appliance 
sales campaign to tie in with it 
and gain by the benefit of their ad- 
vertising. This schedule (1927- 
1928) is as follows: June, bridal 
gifts; July. electrical cookery; 
September, convenience outlets; 
October, electric heaters (portable 
lamps secondary) ; November and 
December, Christmas gifts. 

You can sell at the same price 
so all it takes to lift you out of 
the ranks of store keepers into the 
ranks of merchants is a little co- 
operation and foresight in your 
part. 

Your windows are the eyes of 
your store; yes, they are the very 
mirrors attracting and asking 
folks to stop, look and come in. 
Keep your windows just as up- 
to-date as you can. The cost will 
be more than made up by their 
increased advertising value. Don’t 
put the “appeal” in your windows 
out of the natural range of your 
prospect vision. A few articles 
properly displayed are more ef- 
fective than a whole window full 
of everything. ‘ Don’t try to pile 
everything in the windows. They 
then become a store room. Crepe 
paper is very inexpensive, can be 
used to a good advantage in trim- 
ming a window and is very ef- 
fective. 


See That Your Window 
Is Well Lighted 
It will increase its value because 
people will see your windows at 
night when their minds are free 


from the cares of the day and are 
more open to suggestion. Your 
lighting company will help you 
here. 

Plan your displays and make 
them simple. Your = displays 
should create desire. There must 
always be some connecting link to 
unite the different articles placed 
in the window. You should sug- 
gest the use of articles shown. 
Have the washing machine with 
clothes readv to hang out—the iron 
on the ironing board. Use show 
cards and also use manufacturers 
displays and their suggestions. 
Connect your window display with 
manufacturers’ advertisements. It 
will have a double force. Also 
connect displays with local events. 
Every town and community has 
its local events. Next month is 
4th of July. A patriotic window 


with appliances would fit in 
nicely. 
Good displays will do five 
things : 


1. Attract attention. 

2. Give a definite idea of what 
you have to sell. 

3. Create a favorable impres- 
sion and give the public confidence 
in your store. 

4. Create desire for the goods 
shown. 

5. Show at what price the goods 
may be bought. 

Don’t use your windows to ad 
vertise other people’s affairs. There 
are 8 rules for preper window dis- 
plays: 

1. Drive home one big idea. 

2. Group the merchandise; 
not scatter. 

3. Arrange your displays % 
there is an open space in front. 

4. Avoid straight lines. 


June 1/28 
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5. Try to place the merchan- 
dise in natural positions. 

6. Suggest a way to use each 
article. 

7. Work to a definite plan. 

& Be careful of little things. 


School for Rural Serv- 
ice Men 


The Oregon Committee on the 
Relation of Electricity to Agricul- 
ture held a school for Rural Serv- 
ice men early this year, under 
the direction of Mr. Geo. W. 
Kable, Agricultural Engineer and 
Project Supervisor. It was one of 
the most successful of such courses 
ever held. 

Over 50 men attended on the 
first day, including a number of 
executives of power companies in 


the Northwest. Forty-nine men 
were registered for the entire 
course and unusual enthusiasm 


was shown at all times. The first 
thing the school did on the open- 
ing day was to provide every man 
with a pencil and notebook, and it 
is rather significant that none of 
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the notebooks were found lying 
around after the men had left for 
the day. The keynote of the 
school was that farming is an in- 
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dustry and electricity a hired hand 
of industry. The instructors tried 
to drive home the necessity for 
the power company men dealing 
with farmers to know something 
of the farmer’s problem so that 
they might have a sympathetic and 
understanding attitude in their 
dealings with the farmer. 

One of the most gratifying 
features of the schoo! was that 
nearly everyone was on hand early 
and late for the entire course. 
Students attended from Washing- 
ton and Idaho in addition to those 
from Oregon. The diversity of 
the student body is indicated by 
the fact that they ranged from 
utility presidents down to rural 
salesmen. Seven power companies 
were represented in the student 


body. 


Pamphlet on Silo Filling 


Gehl Bros. Mfg. Company, of 
West Bend, Wisc., have just issued 
a new pamphlet describing the 
Gehl Disc Type Silo Filler which 
can be operated with a 5 H.P. elec- 
tric motor. This literature gives 
some very interesting data covering 
tests on silo filling using 5 H.P 
motors and includes summaries of 
experiments carried out both at 
Cornell University and the Univer- 
sity of Minnesota in this work. 











Here's the 1928 Oregon Rural Service Men’s School Held at the 
Oregon Agricultural College, Corvallis, Oregon 
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Five Year National Rural Electrification 








Experimental Project to be Inaugurated 


ANNOUNCEMENT has just 
been made of a new investiga- 
tion and demonstration of the 
manifold possibilities of putting 
electricity to work on the farm, 
this time on a bigger, broader, and 
more comprehensive scale than 
anything ever before attempted. 

The new undertaking is national 
in character and will be conducted 
under the auspices of the Commit- 
tee on the Relation of Electricity 
to Agriculture operating in con- 
junction with a Maryland state 
committee. 

The new investigative enterprise 
is to be known as the National 
Rural Electric Project. While the 
actual location of the experiment 
has not been definitely determined, 
it will be within easy driving dis- 
tance of the national capitol, prob- 
ably somewhere adjacent to 
national highway Number One 
between Washington and Balti- 
more. It has been decided, how- 
ever, that as one of the first steps 
on the program there will be 
erected on the grounds of the 
Agricultural College of the Univer- 
sity of Maryland at College Park, 
on this national highway, an exhi- 
bition building which in itself will 
be a place ‘Of great interest and 
educational value. 


Building for Exhibits 


In this building will be housed 
exhibits illustrative of the ex- 
periments being carried out on the 
national project and also on the 
various state experimental lines. 
It also will be made a distribution 
point at all times for all available 
information concerning electricity 
on the farm. 

In some community not far 
from College Park, six or eight 
farms, in a cluster if possible, will 
be selected as a base for the 
experiment. In addition thereto it 
is expected that two or more 
farms probably not far distant 


will be chosen because of their 
adaptability to some particular 
major experiments under  con- 


sideration, and it is quite possible 
that a farm will be purchased or 
rented where absolute freedom for 
experimentation may be obtained. 


Many Uses Shown 


It is expected that this experi- 
mental and demonstration project 
will become a mecca for thov- 
sands of people who visit Wash- 
ington each year. The farms in 
the base community will be well 
wired and equipped fully with 
electrically operated labor saving 
domestic appliances and electricity 
will be put to work cutting 
ensilage, sawing wood, pumping 
water, grinding feed, elevating 
grain, threshing, milking, separat- 
ing, lighting hen houses, and at 
other tasks which during the last 
few years have become common 
on farms served by electric light 
and power companies. 


Experiments to Be Conducted 


The scope of the project, how- 
ever, extends far beyond these 
usages. Certain experiments of 
particular interest to Maryland 
types of agriculture will be .under- 
taken and in addition thereto quite 
a number of major experiments 
which will be of interest through- 
out the nation. Among these are 
hay drying, electric soil treatment, 
insect control, farm refrigeration, 
and stationary spraying. 

It is desired to test electrical hay 
drying both from a mechanical and 
laboratory standpoint. The latter 
is necessary to determine palatabil- 
ity and nutritive value. Experi- 
mentation in electric soil treatment 
necessarily will be quite elaborate. 
It is contended by some that elec- 
tricity kills quack grass and other 
noxious weeds and also stimulates 
the soil. 
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Capitalize your spare 
lling “Nu-Seals” 

hei ad 
«| time selling INU S 
con- 
sible f. li 
, t 

. or farm ligh 
ied. 

_ I} Universal “Nu-Seal” agents are adding 
er: # to their incomes by representing this 
yyect ; 
hou. § widely known, reputable replacement 
ash- § battery for farm-light plants. 
Ss m 
- There is no stock to carry, no big 
wl ° ° ° 
ving | capital required, We train them, supply 
icity J them with live “leads” from our farm 
od paper advertising, co-operate with them 
von in every way. 
arat- 
i at} Every sale they make carries with it 

last f a substantial profit. It is interesting 
light and enjoyable work and can easily be 

developed into a substantial, permanent 

ih business for you just as it has for them. 
how-™ Since there’s no obligation involved, 
thes why don’t you send for full particu- 

of lars of our dealer proposition? J 
‘land ; proposition’ just 
der-§ mail the coupon and we'll give you 
quite complete details. 
nents 
ugh- 
nent UNIVERSAL BATTERY COMPANY 
ition, 3414 South La Salle Street : Chicago, Illinois 
i Batteries for Every Purse and Purpose 
| and AUTOMOBILE - RADIO FARM LIGHT 
a PARTS FOR ALL MAKES OF BATTERIES 
rabil- SHOP EQUIPMENT 
peri- 
ment UNIVERSAL BATTERY CO. 
yrate. 3414 S. La Salle St., Chicago, IL. 
elec- UNIVE RSAL You may send me full details of your 
other dealer plan. This obligates me in no 
slates oe 
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Insect control over certain 
types of truck farming is obtained 
by overhead lights with kerosene 
pots underneath. Destructive in- 
sects strike the lights and meet 
their end in the kerosene. It is 
hoped that the national project will 
determine cost of such lighting 
together with consequent addi- 
tional crop value. 

Stationary spraying is of inter- 
est to truck and fruit farmers and 
farm refrigeration is held to be 
interesting not only from a stand- 
point of domestic convenience but 
also may concern sweet cream and 
certified milk bonuses. 

It is expected that it will take 
five years to obtain all the in- 
formation desired. The National 
Rural Electric Project represents 
another enterprise in which the 
National Electric Light Associa- 
tion, this time represented by 
Charles F. Stuart, Chairman of 
the Rural Electric Service Com- 
mittee, is participating. 


Power Paint Sprayer 


The Hudson Manufacturing 
Company of Minneapolis, Minn., 
announce the “Vaco” Sprayer for 
applying paint and lacquer. This 
sprayer is used in connection with 
a vacuum cleaner, which provides 
the air pressure, and it has proven 
itself most effective for applying 
lacquer, paint, varnish, enamel, etc. 
By use of t#e~‘Vaco” sprayer it is 
possible to produce a finish far 
superior to brush painting. Through 
a variable adjustment the sprayer 
can be made to cover surfaces 
quickly or slowly as desired. 

Electric dealers will find a good 
market for this appliance in small 
towns and rural communities. 


Myers Wins Patent Suit 


The United States Circuit Court 
of Appeals for the sixth circuit in 
Cincinnati recently sustained the 


Myers patents on Myers Power 
Heads for deep well pumps and 
held them to be infringed by the 
American Well Works Power 
Heads. 

The decision handed down on 


April 4, 1928, has just been made 
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public. The case was argued before 
and determined by three judges of 
the circuit court. The style of the 
case was the F. E. Myers and Bro 
Co. against the N. O. Nelson Mfg 
Co. of Memphis, Tenn., distributors 
of the power working heads manu- 
factured and sold by the Americar 
Well Works of Aurora, III. 





Supreme Court Decides 
Infringement Suit 


A final decision has been rendered 
in the Supreme Court in favor of 


Ira M. Petersime & Son, Gettys- 
burg, ' Ohio, (manufacturers of 
Petersime Electric Incubators, 


This suit which has extended over 
several years time was _ instigated 
by Dr. S. B. Smith, (operating as 
the Smith Incubator Company) and 
the Buckeye Incubator Company 
and represents a claim on the part 
of the plaintiffs that the defend- 
ant’s, (Ira M. Petersimes) patent 
claims infringed upon those cover- 
ing the patents upon which the 
Smith and Buckeye Incubators are 
manufactured. 

The initial hearing of this case 


was before the United States 
District Court of the Southern 
District of Ohio, Dayton, June 
29th, g3oth, 1926. This Cour 
rendered a _ very comprehensive 


opinion covering the decision which 
has since been affirmed by the 
United States Circuit Court of 
Appeals in a decision rendered by 
Circuit Judges, Denson, Moorman 
& Knappen on June roth, 1927, and 
which has been affirmed and upheld 
by the recent action of the Supreme 
Court. 


The New Univac Electric 
Cleaner 


Landers, Frary & Clark Con- 
pany, electrical appliance manufac 
turers of New Britain, Conn., hav 
just placed onthe market a new 
low priced electric vacuum cleaner 
which is to be known as their 
“Univac.” 

In an announcement regarding 
their new product, the company 
says that the same high quality 0! 
materials and workmanship that 
have always been identified with 
other models of Universal cleaner: 
are employed in the Univac. This 
vacuum cleaner sells for $34.50 
with attachments, at $5.00 extra. 
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Summer Radio Program 
Planned by Department 
of Agriculture 


As the 1927-28 winter broadcast 
season closed, 135 commercial and 
college radio stations are cooperat- 
ing with the United States Depart- 
ment of Agriculture in broadcasting 
educational farming ‘and home- 
making features. 

The winter release schedule of the 
Radio Service of the department 
terminated on April 30. A summer 
program, including four features— 
Housekeepers’ Chats, Farm Flashes, 
the Farm News Digest, and the 
Agricultural Situation—will be 
carried by most of the cooperating 
stations. 

Plans now are in the making for 
the 1928-29 winter Season program 
of the department. The experience 
of the past two years—the first two 
years of the Radio Service—will 
guide the preparation of next sea- 
son’s program, according to Morse 
Salisbury, chief of the Service. 
One important change will provide 
listeners of each major agricultural 
section with broadcasts of farming 
information specialized to fit farm- 
ing conditions peculiar to _ their 
region. 

State Extension workers talked 
with 532 farm families in the two 
counties during the year. They 
found that 188 of the families had 
radios. 

“Considering the fact that radio 
has been at work in these communi- 
ties for not more than 5 years, and 
extensively—as measured by the 
number of farm-owned receiving 
sets—for much less than that 
period,” said Salisbury, “these sta- 
tistics indicate that radio is now 
and will increasingly be a _ most 
effective means of agricultural edu- 
cation. 
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New Wagner Sales Office 


Announcement has been made 
by the Wagner Electric Corpora- 
tion of the opening of a sales 
office at 1006 Washington Avenue, 
Houston, Texas. 

The district covered by the 
new office will be known as the 
South Texas territory and_in- 
cludes Beaumont, Houston, San 
Antonio and south of the Rio 
Grande. The office will be in 
charge of Mr. W. B. Arbuckle. 


“FLAMELESS* 


WATER HEATER. 


a ® a 
Dealers —here’s a water 
heater you can safely 
recommend. We have hun- 
dreds of satisfied users to 
tell you why. 


Write today for our testi- 
monial folder and data 
about dealer proposition. 


AUTOMATIC ELECTRIC 
HEATER COMPANY 
1505 Race Street 
Philadelphia, Pa. 








furnished as standard equipment on 


Rock Island, Ill. 











BATTERIES 


for Farm Light 


Highest type replacement battery made; for past 12 years 


farm light plants. Hard plates give long life; price assures 
gocd dealer profit. Write today for all facts. 


VICTOR STORAGE BATTERY CO. 





thousands of best 
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ii Opportunities 


| for Wide- Awake Dealers 
GENCO Light Plants 
" HANOVER Water Systems 


Model No. 600 


If you want to increase your business and make more money, we can 
help you. Other dealers all over the country are making large profits 
with GENCO electric plants and HANOVER water systems. You can, 
too! They are modern, efficient and reliable. The prices are right. 
Commissions liberal. Full cooperation with our dealers. New and 
complete line of shallow and deep well water systems and electric plants 
from 600 to 3,000 watt capacity. 


What Others Have Done! 


One new and inexperienced Dealer at Walton, 

. Y., sold 19 plants in 21 days, over $1400 profits 
on plants alone. A new District Manager, Mr. 
A. L. Hitner, sold 34 plants in 31 days through 4 
dealers in one county. 


Do You Want Details on Our Sales 
Proposition for Dealers and Managers? 


Hanover Engineering Co. 
Hanover, Penn. 


























CO-OP 
Monthly 


Free to 
Dealers 


Illustrating 
Electrical 
and Radio 
Supplies and 
Appliances 
Write for your copy 





Lighting 
MOST COMPLETE LINE Fixture 
The completeness of the ‘‘U. S.”’ Line 
will enable you to meet every rural and Catalog 
commercial lighting plant need. The Now 
extremely ae ace by our ues 
guarantee will enable you to clinch 
every sale. More sales, together with Ready 
an unusually liberal discount, means Free 
~—— net yo for —_, 350 
ur entire line ranges from watts 
to 75 K. be oF Ss sizes up 2-4 for the 
K.W. are ideally adapted for nome an * 
farm lighting. We also manufacture Asking 





special 1-% and 2-% K.W. plants for 
rural garages, filling stations, dance 
halls, summer resorts, etc. 


Write for complete information CO) 
UNITED STATES MOTORS : ly 
CORPORATION 
9 Nebraska St., Oshkosh, Wis. 33 N. Union St. 89-39th St. 
“U.S. Products Must Give Service.” Chicago, Ill. Brooklyn, Nj Y. 
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